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EXECUTIVE SUMMARY

Description of the Company

Wings Communications, Inc. business goal is initially to purchase local exchange services from Ameritech
and then resell these services to the end-users. As a reseller for Ameritech the premier telecommunications
provider for the Midwest, Wings Communications hope to quickly be able to become local telephone service
provider with an established network infrastructure.

Mission Statement

The mission of Wings Communication is to become a bridge that will digitally connect the urbanfinner-city
population of lllinois with the main stream of the socisty by giving them access to a telephone system that
does more than just conversation. We hope to provide an inexpensive telecommitnication system to the
urbanfinner-city that is more beneficial than the cellular phone.

Products and Services

Wings Communications has signed a non-disclosure agreement with Ameritech with the understanding of
becoming a reseller of all of its services including network access lines, local usage, Centrex, private fine,
ISDN, intralL ATA toll and Central Office features. Wings Communications will focus initially on wiring the
urbanfinner-city populations by offering an inexpensive pre-paid basic local calls. The requirement of credit
check will be efiminated and a flexible payment plan will be avaifable. The celfular carriers are ali doing this
but Ameritech does not do this. Wa believe that this group of people will benefit more from a home phone
than the cellular. Survey shows than two out of three adults in the urbanfinner-city have a cellular phone
with close to fifty percent (50%) as pre-paid. By offering a pre-paid package, removing the barrier of credit
check (the same gualifications to obtain celiular phone in most cases) and showing the added benefit of
having a telephone as a means of bridging the digital divide, we will help educate our customers and
develop a long term relationship.

The urbanfinner-city population will not only be able to make a reasonable telephone call but will also be
able to get on the internet if they choose. Ressarch shows that our targeted customers also have average of
2-3 children per household. It will be easy to show the benefit of our service over the cellular especially with
respect to their children. Our method of sale through education gives us a substantial opportunity and
advantage to dominate this environment. Wings Communications will maintain this advantage by an

ongoing support to customers and building a long-term relationship with them.

Financial Forecast

Wings Communications expects that by initially concentrating on selling local phone service to the
urbanfinner-city populations, and starting with five employees, we should have over 2600 customers in the
first six months, over 5500 customers in the first year and in excess of 12000 customers in the second year
of operations.

The fact that our employees will be residence of these communities and our association with Ameritech
couple with quality training will help us fo achieve this goal. With our intensive training program and flexibility
each employee will be closing a minimum of four sales per day. This will allow us a modest profit after the
first quarter of operations.
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Financial Requirement

Wings Communications plans to start with initial investment capital of $60,000.00 from Koule Akishemoyin-
Addams, them vice-president. An additional investment of another $60,000.00 will be made available from
an outside source after S0days of business operations.

Management Team

Koule Addams, Vice President. Mr, Addams has served as the vice president of Wings Communications,
Inc. since January 1999. Mr. Addams is also vice president with itradeU4it, Inc. An inter-net business to
business excess inventory and barter venue where he is responsible for the day-to-day operations of the
network systems.

Primary Responsibilities: Direct and coordinate financial programs to provide funding for new or continuing
operations in order to maximize returns on investments and increase productivity.

Mark Reed, Marketing Director. Prior to joining Wings Communications, Mr. Reed worked and is still
working for Auto burn USA as the marketing director. His current responsibilities at Wings' will include
company’s direct marketing campaign and all sales related issues.

Primary Responsibilities: Manages market planning advertising, public relations and sales promotions.
Oversees new market research and competitive research. Directs staffing, training and performance
evaluations to develop and control sales program.

Stephen Emmanusl, Financial Officer. With over twenty years of experience working as accountant and in
various financial positions with mid-size to big companies, Mr. Emmanuel has the ideal background for
Wings Communications.

Primary Responsibilities: Gather financial data to report monthly, quarterly and annual expenditures and
capital gains.

Kyne Aldridge, Chairman, Mr. Aldridge has a vast amount of experience as a retired banker and will provide
guidance to the management staff.

In addition, an outside Board of Directors, including three highly qualified business and industry
professionals, will assist our management team in making appropriate decisions and taking the most
effective action; however, they will not be responsible for management decisions.

Marina Addams, Secretary. After completing her undergraduate degree from Morris Business School, Ms.
Addams joined the staff at Wings Communications as a secretary.

Gregory Ozegbe President. As a former vice-president with McCaw Telecommunications, Mr. Ozegbe
brings with him the most needed commodity for a telecommunications startup like Wings
telecommunications. His expertise in the telecommunications industry will be invaluable to our success.
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Guarantees and Wamranties

Our customers will benefit from our association with Ameritech by the virtue of her superior position in the
telecommunications market and the non-paralle! training provided to our employees.

Business Structure

Wings Communications, is incorporated in the state of lllinois. The Chairman Kyne Aldridge and the Vice
President Koule Akishemoyin-Addams own the authorized company's sharas. At a later stage the business
may wish to have a facilities based operations. However, in the period covered by the business plan we
intend to operate as a reseller of Ameritech services.

Market Research

Wings Communications can capitalize on the urge gap created by the big telecommunications companies
during this current period of digital economy.

Economic and Social Factors

Telecommunications and entertainment industries are growing fast and evolving daily, as a focused
urbanfinner-city telecommunications provider, Wings Communications is poised to flourished in the midst of
this boom. We are projecting to grow at an average annual rate of 10-12% from inception through 2015. The
general economic climate in the urbanfinner-city of lllinois especially the big cities like Chicago is very
strong. With the ever present need and depsndent of the populace on the inter-net, an inexpensive local
telephone operator like Wings Communications will be indispensable to the communities we will be serving
for their connections fo the digital highway.

Competitive Environment

The quality of telecommunication services provided to the urbanfinner-city populous varies from poor to
nonexistence. Our competitive edge will be in attracting and training our employees from the neighborhood
will be selling our services. Since our employees will be selling to the pecple they know, the issue of
mistrust will be minimal.

Long-Term Opportunities

In today's fast evolving economy, telecommunication is a necessity. Cur highly frained employees that are
recruited from the urbanfinner-city will give us an added advantage since the customers will be dealing with
people they know and speak their language. The fact that our employees live close to the customers will
enable us {o know immediately if they are having problems with our services and can be remedied quickly.
The double role of our employees both as sales people and as customer service representatives will allow
us to deliver befter service fo our customers hence we will be able to retain them and offer them additional
services in the future or as their needs required. At the current rate of telecommunication expansicn into
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various areas of our lives, especially with the inter-net, Wings Communications will be well situated to take
advantage of the urbanfinner-city needs when the digital divide start narrowing.

Geographic Area

Wings Communications is based in Chicago, lllinois and targets the neglected urban/inner-city of the whole
state of Hiinois.

Market Description/Target Customers

The whole of the state of Hlincis with approximate population of 20 million people, 2-3 million of which live in
the urbanfinner-city is within the targeted customers. The average annual household income for the
urbanfinner-city residence is approximately $15,500.00.

Qur targeted customers are individuals with children and head of household. This category is mainly woman
in the urbanfinner-city. These parents read and hear about the digital divide and are very anxious thaf their
children are not left behind. Wings Communications pricing structure and the fact that the home phone gives
you better access to the inter-net is expected to attract and fit within these household monthly expenditures.
We have found that because of our sfforts in recruiing our sales/customer representatives from these
neighborhoods our continued presence will be assured. We expect growth in demand for our services to
continue for the foreseeable future.

Market Definition

The telecommunications industry is forecast to expand at about 5% annually. This expansion is faster than
the general economic growth rate, which is expected fo be around 2.4% per year.

The internet and the home entertainment are expanding even faster. The urban/inner-city population that is
being neglected will surely need a way of joining this momentum. This is why we have selected to focus our
initial operation with this group. Qur early relationship with this segment of the market gives us an instant
access to sell them other services. We believe that by concentrating on the urban/inner-city population,
offering an attractive price and working with them will make it much easier for us to infroduce other services
when the opportunity arrives.

Competitive Analysis

There are other telacommunications companies in Hlinois but they are not focusad exclusively on the
urbanfinner-city population. The competitions in the urbanfinner-cities are fair to moderats. The competitions
are not focused or directed specifically at these segment of the population. Wings Communications is the
only telecommunications company willing to cultivate this group hence willing and hope to bridge the gap
between the digital divide.

BUSINESS STRATEGY
Wings Communications is in close contact with D M E Interactive Holdings, Inc., an urban oriented internet
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provider in the New -York and New Jersey area. D M E offers a low-cost certified pre-owned internet
access fo the urban communities in these states. Since it is not possible to gain access to the inter-net
without a phons line, Wings Communications is in the position through an alliance with D M E, upon her
arrival in llinois and Mid-West, to wire these homes that D M E will be selling her services. DME
Interactive Holdings is already in alliance with AOL/CompuServe to provide these services. Our involvemsnt
with D M E {and indirectly AOL) gives us another added advantage over the compelition since America
Online {AOL) is already a household name.

Advertising/Promotion

Wings Communications recognizes that the key to suiccess requires extensive and aggressive promotion.
To accomplish our goals, Wings Communications will advertise and promote its services through public
relations, custormer relations and the traditional media.

Public Relations. We will put a considerable effort into preparing and disseminating a regular fiow of press
releases, which is a vital strategy for public relations in the urbanfinner-city. These will be accompiished by
our participation in the neighborhood activities and event sponsorship in the urban/inner-city.

Customer Relations. Records of every sale will be kept with customer survey, Qur employees who also live

in these neighborhoods will constantly be avaiiable in case of complaints or suggestions. These records and
suggestions will be used to improve our services and encourage our satisfied customers to recommend our
services to family, friends and neighbors.

Traditional Media. We plan to gain and maintain awareness of Wings Communications among urbanfinner-
city residents by establishing a company that is professional, completely refiable and highly positioned in the
market. We will maximize efficiency in the selection and scheduling of advertissments in local publications
and on cable networks. We will maximize advertisement life with monthly and weekly publications and rotate
ads among them,

Sales and Marketing

Excellent skills are vital in any new venture. Therefore, all employees will receive professional fraining on
selling Wings Communications services. In addition, we will augment our sales staff professional
development by providing the highly effective and proven sales training technique provided by Ameritech.
Emphasis during fraining will include sales follow-up to assure customer satisfaction. This will increase
customer loyalty and afford Wings Communications an opportunity to maintain a high profile within the
industry.

Lastly, we will use a “contract management’ system that will allow us to monitor the effectiveness of
promotional strategies and marketing messages. This will assist us in developing an intense advertising
campaign within our targeted market.




FORECASTING

Sales Forecast

Sale determines the profitability of any business. For the purpose of our sales forecast, we expect that each
employee will be able to close an average of five sales in a workday {sight hours). This we believe is a very
conservative estimate since our employees will be selfling in their neighborhood to those they know and are
familiar with.

We expect to also generate certain number of sales through our promotional activities. The number of sales
generated through this activity should not be less that five in a day. This again we think is a conservative
estimate. Based on thess projections, we are forecasting a total of 2400 customers in the first 6 months at a
reasonable price of $59.00 per month. We expact to generate $495600.00 sales over the first 6 months of
operations.

In year two, with an average industry expansion rate of ten percent, we are forecasting to have not less than
a total of 5000 customers. If price remain the same, we expsct to generate over two million dollars
($2,000,000.00) in sales. This forecast doss not take into consideration any additional services that each
individual customer may request.
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PROFIT AND LOSS FORECAST; YEAR ONE Date Completed: 1- fuet-04
FOR  %iegs Communizations. Fue.

Menth 1 2 3 4 5 6 7 8 9 10 1 12 Year

Total

1. Sales Revenue $ . $ - 3 - $ - 8 N -3 - 5 23,800.00 | $ 47,200.00 | 5 70,800.00 | § 94,400.00 | $118,000.00 $141,600.00 | 5485 600.00
1b. Depasits $ L & ] - 13 1% L ] o K - $23,600.00 | $ 23,600.00 | $ 23,600.00 | § 23.800.00 5 23,600.00 | § 23.800.00 $141,80.00 |
2. LuasL(:oafofSnissL Boxl § - s - H K] |3 - 13 - l88en | % 37,78C.00 F § 56,640.00 | § 75,520.00 [ § 94,400,00 | $113,280.00 | $308, 450,00
3. Groes Profit 3 - 5 O ] - |8 - s - |8 - J% 472000(8 9440.001% 14180.00 | § 15,880.00 | % 23,800.00 | § 28,320.00 | § 99.120.00
3b. Total Recaipts 3 - $ - $ - $ - 3 N § -..)$ 47,200.00 | § 70,860.00 | § ©4.400,00 | 8118,000.00 | $141,800.00 | $165,200.00 $437,200.00

4. Fixed Expenges:

a. Wagas/Satariey 3 - ] - £ - § - $ - ] - 3 420000 |8 4200008 4260008 4.280.00}% 4.260.00 | § 4,200.00 | § 25,740.00
b. CfMcars Salary $ - ] - 1S -8 - 15 S ] e 5200000 18 2000.00F% 200000 |% 2000003 200000 (8 200000 s 1200000
c. Payrof Tax $ L ] k] - 13 - _1s S ] red 3045018 T04S0FS 70450 |5  70450)% 7045005 7odsc|s 4zzroo
d. Vehicle Expenses 3 - 8 L ] 48 ] - 1s o |% 20000(% 250006 26000]% 260003  2e000]$s  2e0on|s 1.secoc
e. Other Taxes 3% 5 Se73B18 13747005 20021408 274952 ]38 243890]8 412428 $ 14,434.86
f. RentLeasa $ - & - ] - )] - 5 - § - § 1,500000¢ 15000008 15000008 15000005 1500008 150000 % §,000.00
g. Marieting & Advertising k] - ] - 5 - 18 - 5 - 18 c |8 3750048 13750008 1375008 137500 |8 1,375.0008 13750013 825000
h. Insurance 5 - 3 - 5 - ] - § - 3 - $_40000[% 400.00|§ 4000008 40000]|8 40000 [$S 40000 $ 2,400.00

i. Professional Faesg ¥ - b] - ] - ] - ] M 3 - $ 500000% 500006 SoO000S  so000)s  s0000 )8 s0000 $ 3,000.00

j Training/Developnant H] - $ - § - $ - $ - ] - $ 1.500.00 § 50099 3 2,000.00

k. Depraciation L] - 1s - 5 - 18 - H 13 1% 260)0% 2125008 3125008 3125008  312s0(s  mzsols 1arsoo

L Lbiss § e - 13 i3 : § 18 < (% 303337§ 3033308 302.33|8 2003308 30333 |F  30335{§ 182000
m. Telephone H - ] - 5 - |8 - b8 1% = 1% 575000s stsools  s7e00 |8 s7sools  svso00(s  s7so0ls assooo
n. Suppiies 3 - 3 - ] - 5 - ] - % - 5 20836)% 208335 2ce33|s  aoassl$ =oamn s cosan § 1,250.00
o. Equip.tease/Credit Card | § - 5 - § - 18 - 15 - 13 S 18 S417lS 54478 5417 | 8§ 541718 5417 | § 8417 | §  325.02
p. Repairs/Maintanance 5 - 3 - ] - |8 - § - 1% -~ 1§ B8BTS esas|s 8847 |8 se87 |4 88.87 | § 8667 |§ 52000

q Capital Purchass ] - 18 - L] - 1% b -] - 1% - § L ] - 5 - 1% L . L k] - ] :
r. Empioysss Banefit 3 - 1% - § - |3 - 18 - 1% 18 _S09001% s00001%  60000l$  sooools  so000|s  soooo|$ 300000

5. Altritions 3 - ] - § - 3 - § - 5 - 3 - ] - 3 - $ - $ - 3 - $ -

t. Miscellansous ] - § " § -~ § - § - ] - § 2583508 25833{8 2583308 2583308 2565308 zsaan % 1,550.00
u. Amortization $ - ;] L § - ] - § - 3 - $ 2000 |8 2008 2000 [ $ 20001{% 2000 [ § 2000 [$ 12000

v. Retunds % - & - $ - ;] - $ - § - $ - § - 3 - 5 - $ - ] - $ -

5. Less: Total Fived Expenses | § - 13 . $ - |4 - i - I |5 1553525 1 § 1472257 | § 16,400.07 | § 16,507.35 [ § 19,784.73 | § i7.472.13 | § 08,522.01
B. Profit¥i cee) ] - $ - $ - k] - ] - ] - $(10,816.25)| § (528257)| 3 (1.249.67)| & 278205 |8 @81527 | § 084787 |5 2,507.99
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PROFIT AND LOSS FORRCAST: YEAR TWO Date Completed: - gut- 3t

FOR Wicagh Fanimrmpiontions, Tao
Month 1 2 3 4 5 & 7 g 9 10 1 1z Yoar
Total
1. Sales Reverue §185,200.00 | $177.000.00 | §186.800.00 | 5200,500.00 | §212,400.00 | $224 200.00 | §236,000.00 | §247,600.00 | 258,800.00 | £271,400.00 | £283,200.00 | $205,000.00 | s
1b. Dapasite § 23600.00 | $ 41.800.00 | § 11.800.00 | § 11,600.00 | § 11,800.00 § § 11,800.0¢ | § 11,800.00 | § 11,800.00 | $ 11,800.00 | § 11,800.00 | § 11,800.00 $ 11,800.00 | $153,400.00

2. tess: Costof Sales | 30%{ $132.160.00 | $141.600.00 | $151.040.00 | $160,480.00 | $1€6.620.00 | $178 380.00 | $188,860.0¢ | $188,240.00 | $207,680.00 | £217,120.00 | 5226,560.00 | 6235,000.00 | e

3. Gross Profit $ 33,040.00 | § 35.400.00 | § 37.760.00 | § 40,120.00 | § 42,480.00 | § 44,840.00 | § 47,260.00 | $ 49,560.00 | $ 51,620.00 | § 54,280.00 | $ £6,640.00 | § 59,000.00 | $552,240.00

3b. Tota} Recaipts §188,800.00 | $128,300.00 | $200800.00 | $212.400.00 | $224,200.00 | $236,000.00 | $247,860.00 | $236,800.00 | $27'1,400.00 | 5283,200.00 | $205,000.00 | $306,800.00 | st

4. Flxed
2. Wagea/Saiaries §14733.33 | § 1473323 [§ 1473333 | § 1473333 | § 1473335 1§ 1473335 | § 1473333 | $ 1475338 | $ 1473333 [ 5 14,733.33 | § 14,733.35 | § 14, 733.34 | §17¢,800.00
b. OfMcers Salary § 5000.00|% 500000 (8 50000016 50000018 S000000¢ 5000.00)¢ 500000)¢ 500000]|% 3000008 500000)%5 5000.00|% 500000 )% @0,000.00
c. Payrell Tax § 18165618 131666 |§ 1816685 181866 |8 181668 )5 151666 |$ 161066 [ 15166853 181668 |5 181686 |8 1,816704{% 1,816.70 | § 21,800.00
d. Vehicle Expenses 9 541888 oS54168)|F 541668 S4186|5 Se1660F 54166 |8 G4166[% S4186|3 54166 |5 S54168]5 54170 (5 S4170 ]S 850000
a. Other Taxes %[ $ 45800 |5 831000 |5 566400 [§ 601800 |§F 627200 (% &72600|3% 708000[% 7.43400f§ 7788.00)5 6142008 8.406.00 |5 5850005 62836800
{. Rent/Leass $ 180000 |% 160000 |§ 160000 5 180000|% 1600001% 160000 |% BODCO[($ 460000 |% 160000|§ 1.60000)8 1.800.00 [§ 1,600.00 | § 18,200.00
g. Marketing & Advertfsing $ 368166 |% I68106 |§ 368188 |§ 358166 |5 3681861% 3681665 388168 |§ 268168|3 3681.88|8 368186|5 388170 (% 3,681.70 |5 44.180.00
h. insurance $ 60000|S HO0OO|§ POOCO)§ BOD00|% BODOD )§  HOOOD|S SOOOC|S$  ©ODDO|S ooc00{§S  @ODOO|S 90000 (§  900.00 | § 1080000
i. Professional Faes $_.B00OD)§ 60000|% ©00CO{5 60000|% GODOOYS SOOLO|$ GOODC|$ @OO0O|§ BOCOO|S BODOO|§ 6DOOO |§ 60000 1§ 730000
j. Training/Davek $ 3750015 37500|% 375.00[% 37600)§ I7500|% 3BTA00|$ GYSO0[$  ATHO0|§ 37S00|5 37500 |§ 37500 |4 A7S00 | §  4,500.00
k. Dapreciation '_8___212.92 $ 57292 |% 657262)|% 57202|% 57282 |% 57292 |§ 87262 |$§ S72p2 | 5728215 57282 |§ 57280 |§  S7290(8 487500
I Uslities 540267 |5 40267 |§ 40207 |$ 40287 )§ 40267 1% 40287 40267 |$ 40287 % 40267]|5 40267 |§ 40265 |§ 40265 | § 483200
m. Telephona § 89000 % BBOO0|$ 8P0GO{% BE000|$ 29000)% HEOO0|§ BeOCOl$  BBOO0 |3  BBCOD|S 80000 )% 8BO001§ E9000)%S 1068000
n. Supplles §_20167|5 w1678 20187(% 2W167]8 20167 [¢ 291578 107§ 29167 1F 2016718 20167|% 281653 26165)1% 3I600.00

a. Equp.leaseiCredtCard {8 83.33 | § 4333 |8 £3.33 | § 8333 1% 4333 1 § $333 1% 833318 8333 1% 63351 % 8336 | § 89333 [$ 8333 | § 100000

P. Rep \ancs § 18333 |§ 18233 |8 18333 |8 183351 8§ 18335 |8 183333 18333 (% 18333 | § 183.33 1 § 16333 | § 18333 [& 18333 (% 220000
q. Capital Purchase $ . ] - § - § - § - 3 - § - $ - $ - $ - $ - 5 - $ -

r. Enpioyses Benefit $ @068 )% 1668665 |5 166686 |5 1606866 |§ 166608 | % 1,868866 |3 188658 |8 169668 |% 168668 )¢ 106668 |5 16670 (S 1,%.70 $ 20.,000.00
5. Aftritions $ 223600018 238000 |5 235000 (§ 2,380.00 |§ 236000 |5 2,38000]|% 238000 )8 118000 |9 118000]§ 1.180.00{8§ 1,18000($ 1.18_&92_ § 22.420.00
1. § 2208|% 22208]8% 222D8|% 22208 |§ 22208 |8 2220818 2&2.08 § 222.0_§ 3 223‘05 $ 222.@ ] 22_2.10 $ ".’.?.2,-1 0[% 268500
u. Amortization § .00 | § 20.00 1 & 000 L8 20008 2000 (% 20004% 200018 20001 % 2000 | § 20001% 20.00 | § 2000 [ §  240.00
v. Refuncs 3 - 3 - ] - 3 - $ - § - $ 23600.00 { § 23,800.00 | § 23.800.00 | § 23,600.06 | § 23,800.00 | & 23,800.00 | $141,800.06

5. Less: Total Cper, Expanses $ 40,808.67 | § 41.250.07 | § 4160467 [ § 41,688.06 | § 42,312.80 | § 42686.97 | § 4302067 ] § 42,104.97 | § 42,543.80 | § 42,802.56 [ § 43,257.11 | § 43,611.11 | $508,228.00

8. income From Operations $ (7,856.87)| $ (5,860.07}] § (3.84407)| § (1R8O § 1801 |§ 217303 |§ 4179.03 |§ 7.365.03 | § 837101 [ 11.377.01 [ § 13,282.89 | & 15,388.85 | § 44,012.00
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/30/01 Wings Communications, Inc. Company: WIC

2:00 Chart of Accounts Page: 1
Account Type Account Name Tax Page Tax Line

1110 A Cash in Bank - Checking L 1
1120 A Cash in Bank - Payroll L 1
1130 A Cash in Bank - Special L 1
1150 A Cash in Bank - Savings L 1
1210 A Acgounts Receivable L 2A
1270 A Allowance for Doubtful Accts L 2B
1310 A Prepaid Expenses L 6
1390 A Loans to Stockholders L 7
1414 A Other Current Assets L 6
1510 A Land L 12
1520 A Building L TOA
1530 A Leasehold Improvements L TOA
1540 A Office Furniture & Equipment L 10A
1550 A Tools L 10A
1560 A Trucks & Automobiles L 10A
1570 A Service Equipment L 104
1590 A Assets Sold L T10A
1605 A Accum Depr — Sold Assets L 10B
1620 A Accum Depr - Building L 108
1630 A Accum Depr - Leasehold Improv. L 10B
1640 A Accum Depr — Ofc Furn/Fixture L 10B
1650 A Accum Depr — Tools L 108
1660 ¥y Accum Depr — Trucks & Autos L 108
1670 A Accum Depr - Service Equip T 108
1710 A Other Assets L 14
1815 y:\ Deposits with others
1820 A Organization Costs L 134
1920 A Accum Amort - Organiz. Costs L 13B
2010 L Accounts Pavable - Trade L 16
2110 L Notes Payable — Current L 17
22140 L Accrued Salaries & Wages L 18
2230 L Federal W/H Payable L 18
2240 I, FICA W/H Pavable L 18
2250 L State W/H Pavyable L 18
2260 L Local W/H Payable L 18
2270 L Other W/H Payable L 18
2280 L FUTA Pavyable L 18
2290 L SUTA Payable L 18
2310 L Income Tax Payable L 18
2320 L Sales Taxes Payable L 18
2330 L Other Taxes Payable L 18
2410 L Accrued Other Expenses L 18
2610 L Notes Pavable - Long Term L 20
2650 L Mortgage Payable L 21
2710 L Other Liabilities L 21
2720 L Unearned Revenue
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6/3
12+

a/01
00

Account

Type

2730
2810
2820
2850
2910
2520
3010
3020
3030
3040
3120
3130
5010
5020
5030
5040
5050
5060
5120
5180
5210
5220
5230
5240
5250
5260
5270
5280
5300
5310
5320
5330
5340
5350
5360
5380
5400
5470
5420
5450
5455
5490
5520
5522
5525
5527
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Wings Communications, Inc.
Chart of Accounts

Account Name

Customers Deposits

Capital Stock

Additional Paid-in Capital
Shareholder Contributions
Retained Farnings
Shareholder Distributions
Service Revenue
Inter-lata{Service Revenue)}
Intra~Lata(Service Revenue)
Long Distance(Service Revenue)
Discounts

Cost of Revenue(Pymt-Carriers)
Accounting

Advertising & Promotion
Auto/Truck Expenses

Bank Service Charges

Bad Debt Expense
Contributions

Depreciation Expense
amortization Expense

Dues & Subscriptions
Licenses & Fees

Insurance

Maintenance & Repairs
Legal

Office Supplies

Postage

Parts and Accesscries

Rent - Equipment

Supplies

Telephone

Utilities

Entertainment

Travel

Meals

Migscellaneous

Employee Benefits

Salaries & Wages

Salaries — Qfficers
Insurance — Health & Life
Insurance - Liability
Taxes — Payroll

I1linois Commerce Commission
Department of Revenue

City of Chgo-Dept of Revenue
Taxes-Qthers

Tax Fage

R

—

Company: WIC

Page:

Tax Line

22

23
24
22
1A

1A

19B
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WINGS COMMUNICATIONS, INC.

Balance Sheet

As of May 30, 2001

ASSETS:

Current Assets
Checking/Savings
Checking
Cash Expenditures
Savings

Total Checking/Savings

Total Current Assets

Fixed Assets

Truck/Equipment

Truck

Equipment

Accumulated Depreciation
Total Truck/Equipment

Total Fixed Assets
TOTAL ASSETS

LIABILITIES & EQUITY
Equity
Common Stock
Additional Paid in Capital
Retained Earnings’
Total Equity

Liabilities
Loans from shareholder’s

TOTAL LIABILITIES & EQUITY

$ 60000.00
0.00

0.00
60000.00

60000.00

25000.00
-252.00

24748.00
24748.00

84748.00

1000.00
7000.00
. -252.00
7748.00

77000.00

84748.000




WINGS COMMUNICATIONS, INC.
STATEMENTS OF ASSETS, LIABILITIES AND SHAREHOLDERS® EQUITY
DECEMBER 31, 2002 AND 2001

(PROJECTED )

ASSETS:

Current assets

Cash- checking account
Accounts recicvable
Prepaid expenses
Depaosits and others

Property and Equipment:
Computers and prinfers

Other equipment and appliances
Furniture and fixtures
Leasehold improvements

Less: accumulated depreciation
Net property and equipment

Other assets:

Deposits with others

Organization costs, net of acc. amortz. of $360 & $120
Total other assets
Total assets

LIABILITIES AND SHAREHOLDERS’ EQUITY:
Current liabilities:
Accounts payable
Accryed expense payable
Security deposits- costomers
Total current liabilities

Long- term debt

Loans from shareholders

Shareholders® equity:
Common stack
Additional paid in capital
Retained earnings
Total sharcholders® equity
Total liabilitics and shareholders’ equity

2002

$ 4500000
36,000.00
1,445.00
926.652 .00
$1.609.097.00

$ 337000
17,500.00
2,100.00

2.030.00
$ 2500000

§ _6.875.00
3 1812500

$ 100000
—_840.00
$__1,840.00
$1,029,062.00

$  10,000.00
5,000.00
900,000.00

$ 515500.00
§ __10,000.00

8 40.000.00

3 1,000.00
7,800.00
35.562.00

§ 63.562.00
$1.02%.062.00

2001

$ 50,000.00
5,000.00
500.00
33120000
$_386.700.00

$  3,370.00
17,500.00
2,100.00
2.030.00
25.000.00
$ 187500
$ 2312500

$  1,000.00
1.080.00

$  2080.00
$ 411.905.00

$ 10,885.00
3,750.00
322.140.00

$ 336.775.00

10.000.60

53.000.00

$ 1,000.00
7.000.00
2.130.060

$_ 1013000
$ 411,905.00




WINGS COMMUNICATIONS, INC.
STATEMENT OF REVENUE AND RETAINED EARNINGS

YEARS ENDING DECEMBER 31, 2001 AND 2002

REVENUE
Cost of reverme
Gross profit

Operating expenses:
Advertising
Salaries & Wages- employees
Salaries -officers
Payroll taxes(including FUTA)
Other taxes
Remt
Vehicle expenses
Insurance
Professional services
Training and professional development
Utilities
Telephone
Supplies
Repairs and maintenance
Equipment lease- credit card
Employee benefits
Depreciation
Amortization- organization cost
Misceltansous

Tolal operating cost
Income from operations

(PROJECTED)

Provision for income taxes (federat & state)

Net income

Retained earnings, beginning of the year
Retained earnings, end of year

2002

$2,761,200.00
2.208.960.00
§ 55224000

$  44,180.00
176,800.00
60,000.00
21,800.00
82 836.00
19,200.00
6,500.00
10,800.00
7,200.00
4,500.00
4.832.00
10,680.00
3,500.00
2,200.00
1,000.00
20,000.00
6.875.00
240.00
2.665.00

$ 485.808.00
$ 6643200
§ 13.0060.00
§ 3343200
$ 213090
$ 55562.00

2001

$ 495,600.00
396.480.00
$ 9912000

$ 8,250.00
25,740.00
12,000.00
4.227.00
14,435.00
9,000.00
1,560.00
2,400.00
3,000.00
2,000.00
1,820.00
3,450.00
1,250.00
520.00
325.00
3,000.00
1,875.00
120.00
1,550.00
$ 9652200
$  2.598.00
$ 45800
§ 2130.00

$ 00.00
$ 2,130.00




